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EMAIL 

January 16, 1996 

To: Division Managers 

Retail Managers 

From: FrayNatale 

SUBJECT: DORAL/MONARCH P.V. LEVELS 


Gentlemen: 

As discussed at the annual meeting, we have an opportunity to increase the level of P.V. 
on Doral and Monarch in CG locations. This increase can lead to a bigger 
Doral/Monarch share at our competitors’ expense. There are a number of tactics we can 
execute to reach this objective. Frequency patterns, beneficial buydowns and S/R and 
R/R awareness of this issue, will all assist in increasing the promotion level on these 
brands. 


The attached report. (File PVTRKR.XLS) can help you evaluate the effectiveness of these 
actions and make corrections as needed. I view this is an opportunity that will 
be here over the long haul and have built the tracking report accordingly. Two week 
periods will be evaluated and a + or - trend calculated over the periods. Should the 
need arise, we can drill down to the sales rep level to uncover opportunities. Be 
concerned with your division’s trend vs comparing yourself with other divisions. The 
market dynamics for each division are different. I will E MAIL this report to Division 
Managers and Retail Managers bi-weekly. 


Sincerely, 
FRAY 
F. V. Natale 

cc: R. C. Fanner 
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PROMOTED VOLUME LEVEL I 


GiG SEGMENT 


2 WKS. 2WKS. 

END END 

1S-D»c 12-Jan TREND 


SYRACUSE 

DORAL 

8920 

4590 

MONARCH 

4445 

1655 

ALBANY 

DORAL 

4885 

2225 

MONARCH 

7370 

1815 

BUFFALO 

DORAL 

5880 

3865 

MONARCH 

15235 

4115 

SPRINGFIELD 

DORAL 

2200 

195 

MONARCH 

3250 

910 

NASHUA 

DORAL 

1935 

455 

MONARCH 

3145 

695 


REGION 

□ORAL 23820 11330 

MONARCH 33445 9190 

DOES NOT INCLUDE ANY CO-MARKETING/RETAIL ACCRUAL DISCOUNTING. 

* 6 PERIODS OF DATA ARE NEEDED TO ACCURATELY DETERMINE THE P.V. TREND. 
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